Fierce competition in electronic commerce, especially Business-to-Customer (B2C) in mainland China, has fostered the need of research on business model. This paper is to rule out the research line on B2C business model. For static model, three phases, conceptualization, elementalization, and modeling of Business Models, are abstracted. The dynamic evolution of business model research and the introduction of system dynamics in the field of business model research are discussed in particular in the paper, including several mainstream models, such as EBMO, e3-value, and business model canvas, are selectively analyzed. On the basic of that, B2C e-commerce business shows its distinct characteristics. The paper concludes that next stage of the research will focus on quantitative analysis and dynamic model.
derstood: how the business model evolves and develops as the company continues to create value [7] . That is, the current business model research does not focus on the research of its development process and dynamic evolution, leading companies and managers to fail to understand the elements behind the business model and their interrelationships, and thus fail to understand how to use business models to guide the success of the business [8] .
In the study of the elements of the business model, changes in factors such as economics, competition, etc. will enable companies to change the components of the business model, which in turn will change the business model of the business [9] . Due to the complex relationship between the constituent elements and elements in the business model, researchers and managers understand the dynamic process of the B2C e-commerce business model, paying particular attention to the important issues such as the relationship between the elements and the dynamics of the entire system [5] . Although different scholars put forward different expression models based on different perspectives, most of the existing business model expression models still belong to static analysis [10] [11] [12] .
This article attempts to sort out the business model of B2C e-commerce companies, especially the dynamic evolution mechanism. The following part of the paper will be determined from the concept, and the development of the study of the business model will be divided into stages and concluded.
The article is organized as follows: Right after the concepts of business model, the stages of business model research is introduced, followed by e-commerce business model research. Dynamic evolution of business model research and the introduction of system dynamics in the field of business model research is payed special attention, before the conclusion part.
Concepts

The Concept of Business Model
The Business Model first appeared in the paper in 1957 [13] . With the rapid development of the Internet and e-commerce, the business model has attracted wide attention from the business community and academia [14] , and gradually formed an independent research area. But so far, the academic community has not reached a consensus on the conceptual nature of the business model [3] [8] [15] [16] , which also hindered further research development. Different scholars often define and interpret business models in different research fields from different perspectives. Zott and Amit et al. [16] found that 37% of articles did not have business models by sorting out articles on business models between 1975 and 2009. For accurate definitions, about 44% of the articles accurately define or conceptualize the business model, while the remaining 19% of the articles refer to the definition of the business model by other scholars. In the definition or conceptualization of these business models, Zott and Amit et al. [16] classify the definition of business models as statements, descriptions, expressions, struc- 
Concepts of E-Commerce Business Model
The intuitive understanding of the term e-commerce is "electronically doing business", which includes electronic commerce, electronic markets, and Internet-based businesses [25] . With the advent and rapid development of e-commerce in the mid-1990s, scholars and business practitioners have rapidly increased their interest in researching business models [14] [16] [26] . Ghaziani and Ventresca [27] combed articles governing the business model from 1975 to 2000 in the management journals. Of the 1729 articles searched, 1563 were published in 1995-2000; followed by Zott and Amit et al. [16] . The findings also confirm this point. Among the articles on business models searched by nine top management Table 1 . Definitions of business model.
Literature Definition
Amit and Zott's [4] Business model is a transactional content, structure, and governance structure that uses business opportunities to create value, and describes the way networks are made up of companies, suppliers, alternates, and customers.
Applegate [17] Business model is a description of a complex company that can describe the company's structure and the interrelationships between the elements and how the company responds to the real world.
Osterwalder [18] Business model is a conceptual tool that builds upon many of the constituent elements and their relationships to illustrate the business logic of a particular company. It describes the value that companies can provide to their customers, as well as the internal structure of the company, partner networks, and relationship capital to achieve (create, market, and deliver) this value and generate sustainable, profitable revenue.
The Shafer and Smith et al. [19] Business model is the essential expression of the company's core logic and is a strategic choice for creating and acquiring value from the value network. This definition contains four key elements: strategic choice, value network, value creation, and value obtain.
Morris and
Schindehutte et al. [20] The business model is a simple statement that shows how companies can position and integrate a set of internally correlated variables in strategic direction, operational structure, and economic logic in order to establish a competitive advantage in a particular market.
Yuan Lei [13] Business model describes how an enterprise designs four factors: value proposition, value network, value maintenance, and value realization. Based on the creation of customer value, it serves as other stakeholders such as shareholders and partners. Create value.
journals and three practical management reviews, the research on business models from 1995 to 2010 showed explosive growth. Therefore, this paper believes that the emergence and popularity of the concept of business model is closely related to the development of e-commerce and the Internet. Many scholars have also confirmed this view. Shafer and Smith et al. [20] analyzed published literature on business models from 1998-2000 and found that 8 out of the 12 definitions of business models are related to e-commerce. Zott and Amit et al. [16] also obtained the same conclusion. In the 1975-2009 literature, 49 articles that defined the business model accurately and clearly, more than 1/4 of articles were defined in relation to e-commerce.
In the 1990s, IBM put forward the term "E-business model (E-commerce model, Electronic Business Model)" for the first time. The e-commerce business model refers to the use of the Internet. Technology revolutionizes key business processes [28] . As one of the earliest foreign scholars to study business models,
Timmers [29] believes that the e-commerce model is the structure of products, services, and information flow. It includes the description of different business participants and their roles, the potential benefits of different business partners, and the source of income. In three aspects, 11 e-commerce business models such as electronic stores and e-procurement have been defined. Weill and Vitale [30] believe that the e-commerce business model is a description of the roles and relationships between the consumers, customers, partners, and suppliers of an enterprise. Through this description, the main product flow and information flow can be accurately defined. And income streams, as well as the main benefits gained by different players. Amit and Zott [4] believe that the e-commerce business model includes three elements: transaction content, transaction structure, and transaction governance. While Chi-Yo Huang and Shyu [31] believe that the e-commerce model is a market competition strategy and the entire electronic transaction process business process structure, the electronic transaction process includes marketing and advertising, negotiation, procurement, product or service provision process, security Payment methods, after-sales services and after sales analysis. Teece [22] defines the B2C business model of telecommunications companies as: The telecommunication companies integrate the value network partners such as service providers and equipment manufacturers through e-commerce technologies to create the core logic of value creation and value for the public customers.
Research Stages of Business Model
At present, research on business models can be divided into three stages: conceptualization, elementalization and modelling [32] . 
1) Conceptualization of Business Models
In the early stage of business model research, scholars generally adopted the concept of business model to define the concept of business model, which laid the foundation for the later research on the elementalization of business model and the expression model. Timmers [28] believes that the business model is the structure of a company's product flow, service flow, and information flow, and the operating mechanism of its value creation process. Stewart and Zhao [33] believe that the business model is a logical statement that companies can obtain and maintain their revenue stream. Weill and Vitale [23] believe that the business model defines the product flow, information flow, and income flow of the enterprise, and describes the role relationships and major interests of each participant. Afuah [9] believes that "the business model is the way companies make money" and is the sum of the activities that companies engage in order to obtain profits.
2) Research on Elementalization of Business Models
With the in-depth study of the business model by scholars, some scholars have gradually adopted elementalization to express business models and con- influential business model expression models include: "3-4-8" constitutes a system business model [13] , and a six-factor business model [21] , theoretical model of EREV business model [40] .
Hamel's bridging model first proposed a bridging business model. This model started the modelling of business models. It first included customers in the expression model of business models; Shafer's core logic model was studied from the perspective of strategic management. The subjectivity of the business model;
Osterwalder's EBMO model describes the interrelationships of the constituent elements; Johnson's four-factor model emphasizes the important role of key resources and key processes in the business model, and reveals the causal logic in the business model elements. The coordination, complementarity, and interaction between the elements are fundamental to the business model's ability to play an important role. Yuan Lei [13] believes that the business model is fundamentally the logic of corporate value creation and proposes a "3-4-8" compositional system for business models. At present, the research of the business model expression model is in the diversified stage of "hundred flowers blossoming and a hundred schools of thought contend" [32] . So far no expression model has been unanimously approved by scholars. At the same time, many business models express models in the elements. There is still a lot of ambiguity in the cognitive aspect, and in particular the failure to clarify the theoretical relationship between elements has made it difficult for business models to solve practical problems [40] .
4) Research on Dynamic Modeling of Business Models
Based on the modelling of business models, it has become more and more important to observe the growth of a company. Traditional static models are incapable of doing so. In recent years, academic circles have gradually begun to study dynamic models.
Research on E-Commerce Business Model Expression
The e-commerce business model is composed of a series of elements, so it is necessary to use a specific framework to define the relationships between the elements [41] . Zott and Amit et al. [16] consider the two complementary directions of the business model in e-commerce: the general e-commerce model and the components of the classification criteria and e-commerce model. In the study of the constituent elements of the e-commerce model, scholars mainly express models from business models [4] 
Research on E-Commerce Business Model Expression from the Perspective of Value Creation
Although the study of business models has received extensive attention from scholars and the business community, academic circles have so far failed to reach a consensus on the basic question of what is a business model. Different scholars often study business models based on different fields and research perspectives. Different models or constituent elements have also been proposed in the study of e-commerce business model expression models. The same conclusion can also be drawn from the comparison of the constituent elements of different expression models listed in Table 3 . This paper sorts out the research literature on e-commerce business model expression models from 2000 to 2015
and finds that about 80% of the research perspectives in these research literatures are value creation perspectives [54] , which has also been proved in other authors' literature studies. [13] [55] (Table 4) .
Value was redefined in the era of digital economy, so more and more scholars tried to use the concept of business model to explain how companies create value in the online market [23] . In the current business model research, the value creation perspective has the most extensive and influential research [8] Amit and Zott [4] believe that the business model consists of three elements:
"content, structure, and governance." The potential for value creation depends on four mutually complementary and independent design themes: efficiency, complementarity, locking, and novelty. Any value-driven theme of value-driven can provide guarantees for the effectiveness of the other three value-driven themes. Enterprises create value for stakeholders in the development of opportunities. Magretta [60] believes that the business model is a series of ideas for how a company can serve its customers and all participants who maintain the normal operation of the company by creating value. Linder and Cantrell [61] believe that the business model is the core logic of the organization to create value.
Amit and Zott [62] and Casadesus-Masanell and Zhu [63] believe that the business model represents the logic of the company to create, acquire and distribute value. Osterwalder and Pigneur [64] and Suarez and Cusumano et al. [65] believe that the business model is the basic principle for the organization of value networks and the creation, transmission and acquisition of value.
Through the analysis of the constituent elements of the e-commerce business model expression model (Table 3) , we can see that in the perspective of value creation, value proposition (representing "value definition" as the same as "value proposition"), value creation, Value transmission (refers to "value network" and "value network" as the same meaning as "value transfer"), value acquisition ("value realization", "finance aspect", "profit model", "income model", "acquisition "Value" is considered to have the same meaning as "value acquisition." It is the four most frequently occurring elements. Through further analysis, it can be found that these four elements can just form an organic whole and thus consti-tute the core elements of the business model. This is also proved by other scholars' studies. Peters and Blohm et al. [66] [67] . Overall, Osterwalder and Pingeur et al. [11] believe that value proposition is the value that an enterprise can provide to its customers through its products and services. The updated adjustment of customer value propositions helps enterprises create value, transmit value, and obtain value.
Johnson and Christensen et al [8] proposed a four-element model of business models in which customer value propositions aim to describe how companies can help customers accomplish important tasks, including target customers, tasks to be accomplished, and three subcomponents of offering. One of the constituent elements of the "3-4-8" constitution of the system business model of
Yuan Lei [12] is the value proposition that when a company puts forward a value proposition, it must fully consider its own strategic resources and core competencies, and on this basis found a new combination of elements and applications to achieve value innovation [68] .
Value creation and delivery describe how companies can create value for their customers by integrating internal and external key resources, and use internal processes to deliver value propositions and profitability to target segments [55] .
Huff and Floyd et al. [69] believe that value creation is the result of resource transformation. Enterprises transform intangible and tangible resources into products or services that customers need. Amit and Zott [4] believe that the business model is an analytical unit of value creation. Johnson and Christensen et al [8] believe that the various elements of the business model work together in the process of value creation and acquisition.
Value acquisition describes how the company obtains value by meeting the needs of its target customers and creating and delivering value for its customers, indicating the process or mechanism by which the company obtains a certain share of the total economic value of output [8] [55] . This process is a cycle of enterprise value creation activities. Only gaining value can make the entire business model continue to operate and maintain the competitiveness of enterprises.
Johnson [70] argues that value acquisition describes how companies convert value propositions into revenue streams, and businesses gain profits. Value acquisition is based on the revenue model and cost structure, where revenue stream is the product of the product's price and quantity, and costs include both direct and indirect costs. Yuan Lei [68] believes that value realization (value ac- [22] all use value acquisition as one of the key elements of the model ("profit model", "get value", "cost and profit", "value floatation mechanism", etc.
Elements or building blocks are considered to have the same meaning as "value acquisition."
E-commerce Business Model Expression Model Based on Value Creation
Perspective In the literature, about 50% of the article's expression models are cited or borrowed from Osterwalder's EBMO model [54] . In addition, other scholars also use Goridijn's e3-value model to study the e-commerce business model. Refer to Table 5 for specific references. Among them, EBMO, e3-value, and business model canvases have a greater influence.
EBMO e-commerce business model Osterwalder and Pianeur et al. [11] proposed the EBMO model (E-Business Model Ontology) based on the four dimensions of product innovation, customer relationship, internal management, and finance. More detailed nine component elements (Table 6 ), the EBMO model uses network modeling from the perspective of value creation to describe in detail the various elements of the e-commerce business model [12] , and the constituent elements. The relationship between his models has been widely used in the study of e-commerce business model expression models and has been used by many scholars for reference (eg, Kiani and Gholanmian et al. [71] ; Wu and Ma et al. [72] ; Zilber and Araujo, [73] ; Zhang and Williams et al. [74] ; Grant,
[41]; Giannoutakis and Li, [75] ).
Kiani and Gholanmian et al. [71] borrowed the EBMO model and used the causal loop diagram (CLD) method to analyze the structure of the enterprise's e-commerce system so that managers and related employees could deeply understand the e-commerce business model. Wu and Ma et al. [72] draw on the EBMO model to conduct case studies to study how emerging companies in emerging economies are under technological and market resource disadvantages. Building block 9: Cost structure the cost structure building block is used to depict all the costs incurred in operating a business model. The main types of costs are fixed costs and variable costs. Costs can be incurred by creating value and providing value, maintaining customer relationships, and generating revenue. Business model cost structure types include cost-driven and value-driven, cost-driven business models focus on reducing costs as much as possible in every place, value-driven business model is focused on creating value, less concerned about its business model Design impact on costs.
The Dynamic Evolution of Business Model Research and the Introduction of System Dynamics in the Field of Business Model Research
in recent years, a fundamental problem in research is still not well understood:
how business models evolve and develop when companies continue to create value [7] . That is, in the study of the business model, the development process and the dynamic evolution of the business model are not concerned, leading enterprises and managers to fail to understand the elements behind the business model and their interrelationships, thus failing to understand how to use the business model to guide the success of the company [8] . The study of dynamic evolution of business models [7] [8] has received the attention of scholars in recent years. Li Xuerong and Zhang Xiaoxu et al. [3] combed business model research literature and found that theoretical research is quantitative. It is one of the three major research trends in the business model.
Even so, most studies of business models still focus on the concept of business model to discuss its changes [80] , less to discuss how the business model itself changes, the current research on business model changes pay more attention to Lei [13] was innovative and made a profound qualitative analysis of the structure of the business model and the interrelationships between the internal factors and the internal evolution of the expression model. Achtenhagen and Melin et al. [7] learn from the perspective of dynamic capabilities and strategic practices to study the important supporting role that the three key dynamic capabilities of business models play in the creation of corporate value in the course of time.
The key elements in the process of creating value and the process of change, and the key issues that needs to be addressed. Demil and Lecocq [37] used the RCOV framework to analyze the evolution of the business model and the dynamic behavior of the interactive evolution of the elements of the business model. The ten-year development of the Arsenal is used as a case to demonstrate the effectiveness of the model.
In order to further study the dynamic evolution of the business model qualitatively and quantitatively, some scholars have adopted the research methods of network modeling to study the elements of the business model, the status of the factors, and the relationship between the elements [13] . Some scholars tried to use the system dynamics method to study the dynamic evolution of business models. Dong Shuang [82] established a telecommunication business model system dynamics model based on value net, and used a combination of quantitative and qualitative, static and dynamic research methods for each subsystem.
The interactions were studied. Grasl [83] proposes multiple methods to analyze the structure, behavior, and dynamics of business models based on system dynamics, and analyzes the dynamic process of value creation of business models. Hajiheydari and Zarei [84] believe that system dynamics is operational, The constituent elements of the business model and the complex relationships between the elements make the dynamic evolution of the analytic business model more complex. If we regard the business model as a complete system consisting of several basic elements (and multiple sub-elements), then the relationship between the elements and even the entire system's dynamic mechanism should be important issues that must be explored [5] . Some scholars use system dynamics to analyze and study the complex elements and dynamic evolution of business models. Dong Shuang [82] studies telecommunications business models based on value networks and uses system dynamics to establish a system dynamics model of telecommunication business models based on value networks.
Through the simulation research on the mutual restraint and interaction be- 
Conclusions
This article takes the three stages of the conceptualization, elementalization and patternization of business model research as clues, analyzes the development of B2C e-commerce model in detail, and points out that the two important research directions in the future should be based on system dynamics. The paper has a thorough examination on business modelling, and indicates several possible research directions. The main contribution of this paper is that the dynamic modeling of business models is studied in particular.
Limitation is found in the paper that, although related research of B2C e-commerce business models has been reviewed in static to dynamic order in this paper, the research does not cover business models other than B2C, which are highly connected.
